
PC: 

I think I’ve wrapped up my research on subject.  What I have found out is, not only is 

MK NOT the #1 selling brand of Skincare/Cosmetics but I think they know it and have 

changed their marketing materials to reflect it.  I sent you the 2006 Fact Sheet that 

Shannon emailed me, notice on the fact sheet it states:  

§  MMaarryy  KKaayy  IInncc..  iiss  oonnee  ooff  tthhee  llaarrggeesstt  ddiirreecctt  sseelllliinngg  sskkiinn  ccaarree  aanndd  ccoolloorr  ccoossmmeettiicc  

ccoommppaanniieess  iinn  tthhee  wwoorrlldd..  

Nowhere is there mention of the #1 claim.  Also, I have located the NEW “At a Glance” 

on many of the Unitnet.com websites and they are all (at least the ones I have located) 

updated with the new phrase: 

MMaarryy  KKaayy  IInncc..  iiss  oonnee  ooff  tthhee  llaarrggeesstt  ddiirreecctt  sseelllleerrss  ooff  sskkiinn  ccaarree  aanndd  ccoolloorr  ccoossmmeettiiccss  
iinn  tthhee  wwoorrlldd..  TThhee  CCoommppaannyy  aacchhiieevveedd  aannootthheerr  yyeeaarr  ooff  rreeccoorrdd  rreessuullttss  iinn  22000055,,  wwiitthh  
$$22..22  bbiilllliioonn  iinn  wwhhoolleessaallee  ssaalleess..  

I have contacted the following companies:  L’Oreal, Estee Lauder, Avon and, of course, 

Mary Kay.  L’Oreal and Estee Lauder have their Total Sales for 2005 published in their 

Annual Reports but they are not broken down into categories such as Beauty 

(cosmetics/fragrances/toiletries) and Skincare.  And, unfortunately, they will not give 

those specifics because the information is obtained from their “industry research” 

reports.  These reports are purchased by the companies and they have strict rules about 

not being able to “give out” specific info within the research.  The research companies do 

this because they want people such as the media to buy them instead of getting it for free 

from Corporations. 

But I do have the Beauty segment numbers from Avon (this information was available to 

me via their Annual report): 

AAVVOONN    22000055  RREEGGIIOONNAALL  SSAALLEESS  AASS  OOFF  44TTHH  QQTTRR  //  1122  MMOONNTTHHSS  

CCAATTEEGGOORRYY  SSAALLEESS  ((UUSS$$))  

                                                                                    CCoonnssoolliiddaatteedd      %%vvaarr..  vvss  FFYY0044  

BBeeaauuttyy                                                      
((ccoossmmeettiiccss//ffrraaggrraanncceess//ttooiilleettrriieess))                        $$55,,557788..66                  66%%  

BBeeaauuttyy  PPlluuss                                                                                                              
((ffaasshhiioonn  jjeewweellrryy//wwaattcchheess//aappppaarreell//aacccceessssoorriieess))  11,,447711..66                  88%%  

  BBeeyyoonndd  BBeeaauuttyy                                                                                                            
((hhoommee  pprroodduuccttss//ggiifftt  aanndd  ddeeccoorraattiivvee//ccaannddlleess))      11,,001155..00                --33  

  NNeett  SSaalleess                                                                      $$88,,006655..22                  55%%  



  OOtthheerr  RReevveennuuee                                                                    8844..44                --88  

                  TToottaall  RReevveennuuee                                                                    $$88,,114499..66  

 

As you can see, the Beauty number for 2005 is $5.5 billion.  I think this far surpasses 

Mary Kay’s numbers.  

In conclusion (I sound so important), I think what Mary Kay was doing was taking the 

wholesale number for the two segments, Beauty and Skincare, then they would double 

that number to arrive at a ‘retail’ number (since their competitor’s are reporting ‘retail’ 

numbers); also, remember, the industry report Shannon spoke of was for “wholesale” 

numbers because this is the only number they have to provide.  By doubling the number 

they are deceiving the average consumer into thinking EVERY dollar earn from the 

distributor is actually being sold for double the amount paid.  This as we well know is 

NOT true.  Many MK reps sell at deep discounts, give it away, throw it away, give it 

back to the company or sell it below cost. 

I’m not sure where the “turn” in the tide actually occurred but I get the feeling someone 

may have slapped MK on the wrist for this deception.  Regardless, I am putting this info 

into a report format and sending it to the FTC just in case.  Can’t hurt. 

-ShabbyinPink 

 


